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The date was Sunday, May 8, 1988. A seri- 
ous fire completely knocked out the Illinois Bell 
Switching station in Hinsdale, outside of Chicago 
All telecommunications service for the area went 
dead. Including the vital link$ required for Met 
Life's Group Sales and Claims Office in nearby 
Aurora, where 70,000 claims are processed 
per week 

Somehow, Met Life had to find alternate 
means of fulfilling their obligations to customers 
Within hours, computer records on thousands of 
medical and dental claims were transferred to 
other Met Life claims centers. Virtually the entire 
Aurora Claims staff began packing their bags to 


follow the data to Met Life offices as nearby as 
Milwaukee. And as far away as Denver. 

By 8:30 p.m. on Monday night, segments of 
the claims staff were seated in front of CRT’s in 
other cities throughout the US., paying Aurora's 
Claims. In the meantime, Met Life arranged with 
salem e)ale}al-meve)anlel-la\m(onar-\.oe-Ualele(-maal(e ce) -\\12) 
ollie al=)¢-1(-10 RO) am tao (ele) me) mial-W-\Ulce)¢-Re)ii (es 
As aresult, within one week of the disaster, full 
service was resumed for all customers 

The Aurora experience documents Met 
Life's dedication to customer service. Or, stated: 
another way: Get Met. It Pays” 
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GET MET. IT PAYS. 


Metropolitan Life’ 
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